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Introduction
A great deal of the research on internationalisation and globalisation strategies, and the organis ational forms used to expand business activities around the world has been done on manufacturing firms, and relatively little attention has been paid onto service firms, especially in the field of transport and logistics. Within this context we can mention Hertz's (1993) contribution. The author analysed the internationalisation process of three Nordic freight transport companies. Hertz found that between 1960 and 1970 the international strategies of the companies were characterised by specialisation and diversification of services, and by expanding business activities in an increasing number of countries. During those decades the establishment of greenfields investments were the favoured organisational route to internationalise. Following Hertz, during the 80's the internationalisation strategy used by transport firms was directed to attend large regions rather than individual countries; mergers and acquisitions, not of single firms but of transport firms' nets were the main organis ational vehicle used to internationalise. Stone (2001) examined the expansion of UK-based Logistics Service Providers (LSPs) in the European market. The author found that at the beginning of the 90's most of the UK LSPs remained national operators; those who expanded their activities in the European market used a multi-domestic approach, providing single-country logistics. In the middle of the 90's the UK LSps began to link their national operations in the European countries, and they became Eurolinkers. Stone revealed that until 1995, the most favoured organisational structures used to reach the European expansion were acquisitions, organic growth and piggybacking. Furthermore, the author found that suc h methods would continue to be important in the future. Joint ventures have been less prevalent to European expansion among UK-based LSPs; however, and according to Stone, the importance of joint ventures as a way for European expansion will increase considerably in the near future. Organis ational forms like networks of logistics alliances ranked lowly as past, present and future internationalisation routes. Ludvigsen (2000) reached a different conclusion. The author explored the temporal development of a non-equity and voluntary network formed by seven European Logistics Service Providers, known as the E1-Alliance. Ludvigsen covered a period between 1980 and 1997; according to Ludvigsen multi-domestic and transnational strategies were used during this time. In the case under analysis the internationalisation process of the firms did not happen via mergers and acquisitions but by national operators forging voluntary alliances. Ludvigsen stressed that such networks, in which transport firms are linked to each other through alliances, and no control over the members' assets is exerted, are better vehicles to reach the target of internationalisation than traditional corporate systems based on mergers and acquis itions. This paper sheds lights into the dynamics of internationalisation and globalisation of the European freight, forwarding, and logistics service providers. The network created between E.ON, Stinnes, Schenker, BTL and other European and non-European firms were chosen as a case study. The strategies and organisational structures used by the firms within the net in order to achieve the target of being international and global are shown. The example illustrates the complexity and enlargement of the links created between the firms under analysis, how they conduct their business and organise in order to be more international and global, and how the firms can control the transport market and even the infrastructure. The case was chosen because the firms within the net under study have combined different strategies and organisational forms to reach the goal of being inter-national and global. The case provides an illustration of how internationalisation and globalisation can be attained using diverse organisational models and resource combinations.
The informatio n was gathered using the Internet as a research tool. The revision of the homepages of the firms here involved began at the beginning of 2000, and continued through 2001. The consult of the firms' archives using the Internet gave us the possibility to trace the history of the corporations and business here analysed. A snapshot into the organisational routes to international expansion and the activities and business strategies of the net was taken. The snapshot covers the second half of the last decade of the twentieth century up to the first year of the new millennium.
Strategies and the organisation of the firms
The world moves from the industrial economy to the networked and digital economy. In this new century, with the advance of information technology and the further expansion of internationalisation and globalisation, it is possible to see the coming out of an economic environment of a new nature. The economic world has shifted from being a cluster of national economies to a global and more interdependent marketplace, based on line import, export and distribution of products, services and information around the world. This century witnesses the emergence of new global bus iness models based on electronic commerce; this is the era of full and entire globalisation and ne tworking of economic activities. Business and markets are no longer confined to geographical borders, but they are linked in a complex worldwide network. All of these changes have influenced the way in which firms organise and operate; new organisational models have emerged to cope with the new business environment. The restructuring of companies is part of a worldwide process of change involving new patterns of production, distribution, communications, technologies, competition and co-operation.
Following the economic environment, internationalisation strategies have been changing. Traditionally firms have mainly used two different types of strategies for being international or global: The multi-domestic or multinational and the global (Harzing, 2002) . In the multi-domestic strategy firms compete on a domestic level adapting products and policies to different local markets. Within this strategy companies invest abroad from their national platform (Castells, 2000) , but conduct their affairs wit hin the "walls" of different countries and produce for local markets. The firms can be characterised as a decentralised network with relatively autonomous subsidiaries attending local markets (Harzing 2002) i.e. the companies operate autonomously in the ma rket and in the country in which they are situated (Globalization Studies Homepage, n/d; Svensson, 2001) .
Within the global strategy firms source, produce, sell and access knowledge around the world. Products are "tailored" for the world market. The companies seek for economies of scope and scale, and operate "as if the entire world, or major regions of it, were a single entity," they "sell the same things in the same way everywhere" (Svensson, 2001:7) ; this means that such firms emphasise the standardisation and homogenisation of their activities across the markets all over the world (Svensson, op.cit.; Lloyd, 1996) . According to Harzing (2002) , the organisational modes chosen by manufacturing firms to enter international markets depend on the international strategy of the firm. The author stressed that acquisition are more likely for multi-domestic companies, whilst greenfields are more likely for global firms.
A third strategy is gaining force. This is the glolocal or glocal (Svensson, 2001 ) strategy. It is based on a balance between standardisation and adaptation, and between homogenisation and tailoring of business activities in the local markets. In this way the glolocal strategy combines local, multinational and global approaches. Glolocalisation seems to be a good fertilizer to the new organisational routes to reach world markets, which are based on cross-border networks of companies attending multiple domestic, regional, and global markets.
The complexity of business international environment has forced companies to form collaborative agreements with their suppliers, buyers, competitors and allies. With such arrangements the firms create a network of complex business relationships, and these organisational relationships have become an integral part of the globalisation. Mergers of companies, joint ventures, collaborative loose agreements and short-term or long-term alliances between firms (Arvidsson, 1997; Castells, 2000; Dennis, 2000; Jarrat, 1998; Ghauri, 1993; Strandskov, 1993; Zeffane, 1995) characterised the bus iness world of today.
The traditional organisational model of the large and vertically integrated corporation is no longer valid to conquer the world markets. Companies have to forge more complex and networking structures (Gomes Casseres, 1996) , i.e., an intricate web of interlinked firms, in which collaboration and competition co-exist. The highly competitive corporations are now organised in networks. According to Castells (2000: 180) networks "are the fundamental stuff of which new organizations are and will be made."
The new organisational network patterns include alliances between large firms, forming a horizontal corporation network characterised by decentralisation, autonomy, participation and coordination of its business components (Castells, 2000: 178) . Large firms can also enter in subcontracting arrangements with small and medium sized business. In this network model SMEs "are under the control … or financial/technological domination from large corporations" (Castells, 2000, 172) . In this case the network organisation consists of a firm acting as a strategic centre and a couple of surrounding partners. The small and medium sized businesses can shape their own horizontal networks with other enterprises without entering subcontracting arrangements with large corporations. This model is known as multidirectional network created with the aim to help firms to find market niches and cooperative ventures, and facilitate the competitiveness of the SMEs in the international arena.
The globalisation has meant that the use of the network has increased over and above the expected levels, and the network appears to be the most suitable organisational arrangement to cope with the current global economy (Zeffane, 1995) . The networking organisation has become an integral part of the globalisation. Corporations and firms taking a network approach have the advantage and the opportunities for growth; the network organisation encourages them to find new markets, new segments and niches across national and regional boundaries, and let the firms react quickly to business changes at a low cost. The network constitutes a different mode of organising economic activities. As Yip has pointed out in an interview (Lloyd, 1996) , one of the critical success factors f or the firms' survival in the new economy is the capacity to create a global network.
The network organisation of transport firms
The internationalisation and globalisation of service firms has been encouraged by the economies of scale and scope, by the internationalisation and globalisation of the competitors and by "customer following" i.e., the internationalisation of manufacturing firms, which "may demand that the service supplier provides a global network and/or global experience" (Arvidsson, 1997: 74 ; se also Björk-man and Kock, 1997; Grönroos, 1999) . In the case of transport and logistics service providers, other factors have also played an important role in the internationalisation and globalisation process of the firms. The deregulation of the European transport market, the privatisation of transport chains, and the technological improvements in the transport and communication systems have encouraged such development.
The use, among manufacturing firms, of concepts such as outsourcing, just-in-time, the reducing cycle/lead-time, and new global view on storage and distribution within manufacturing firms have also been responsible for the increasing internationalisation, globalisation and networking organis ation of transport and logistics firms. Manufacturers have realised that the delivery system is an int egral part of the product strategy. Within this context logistics "is being increasingly viewed as a driver of differentiation" (Schmitz Whipple and Gentry, 2000: 316) . At the same time, manufactur-ers want to enhance their core competencies. Cooperative network arrangements of a vertical type between manufacturers and suppliers of transport and logistics services give the opportunity to achieve this goal. In the new global economy, manufacturing firms consider the LSPs as partners, the industry wants to work with a few "global" freight and forwarding firms, and delegate respons ibility of transport management to a third party.
In response to the new strategies and demands from the industrial world, the organisation of firms in the transport sector has been changing, and they are becoming more networked (Ludvigsen, 2000) . Today it is possible to see the concentration of transport firms through mergers, strategic alliances, joint ventures, acquisitions and partnerships. The new structure in the transport sector involves three types of firms: Total suppliers or mega carriers, niche firms and sub-suppliers. The total suppliers cope with many different customers by operating European and global chains, and are able to handle many different types of goods. The niche firms are narrower, as they focus on special markets and/or certain types of goods. Besides the niche firms have a more limited customer segment. The sub-suppliers are firms with particular logistics competencies. They are e.g. hauliers, who have specialised in handling special goods on specially selected markets. These firms can have a position as sub-contractors to total suppliers and niche firms (Dagnaes and Meyer, 1998) .
The total suppliers operating in the global transport market, in co-operation with other Mega Carriers in other geographical markets develop large integrated networks and establish complex supply chains with large and integrated hub and spoke systems. The objective is partly to secure competitive advantages compared to other global firms, partly to secure a very efficient global transport chain, where the goods flow is currently optimised (Dagnaes et al., 1999) .
Niche firms establish network relationships with total suppliers and/or other medium sized or small transport firms to secure a very efficient transport chain within a market niche. Sub-contractors can enter alliances with total suppliers, niche firms and other sub-suppliers. Global and niche firms gain access to regional and local markets and, at the same time, the subcontractors can develop core competencies in a number of logistics areas which they would hardly have resources to develop themselves. In the next section an example of globalisation, internationalisation, and network organisation within freight transport and logistics providers is given.
It is within this framework of network organisation, that the strategies and the organisational models -e.g., mergers, alliances, acquisitions -used by freight forwarding and logistics service providers in order to reach the goal of being international or global is analysed. The networks created between E.ON, Stinnes, Schenker, BTL and other European and non-European firms are presented in order to describe the strategies and organisation of companies, and its extension in the world ma rket.
The case example
The core of the network The firms here under study have created a network, whose core has been formed by mergers and acquisitions of large firms' groups i.e., by the development of horizontal corporative networks (Castells, 2000) . The net is, and has been, in an incessant change. Many individual firms or groups of them join or leave the net; the legal arrangements evolve ceaseless, and changes in the net are the norm, rather the exception.
By the time the information here presented was gathered, the head of the network of transport and logistics services providers under study was the corporation E.ON, which can be considered as "the mother" of the web. E.ON is the third-largest industrial group in Germany, the world's largest private energy service provider, and one of the world's leaders in chemical business. E.ON initiated its activities in June 2000 by the merger of two large corporations: Veba AG and Viag; the motto was to create "a company that will seize the opportunities for growth offered by globalisation and pan-European markets" (Veba, 2000a (Veba, , 2000b Viag, 2000, n/d) . E.ON has more than 200,000 employees, and the corporation is organised in five divisions: Energy, specialty chemicals, telecommunications, real estate and other activities. The last one comprises distributions and logistics functions. E.ON is determined to focus on its core competencies (energy and chemicals) and the divestment of distrib ution and logistics activities was among the corporative plans (E.ON, n/d a , n/d b ). Such separation took place in June 2002, when Stinnes was sold to Deutsche Bahn (E. .
The function of distribution and logistics is carried out by Stinnes AG (one of the former Veba's subsidiaries). Stinnes is a bi-centennial firm. By the time of Veba-Viag merger Stinnes was organised in four business divisions. Today the corporation has only three divisions: transportation logistics, chemicals logistics, and materials logistics. Stinnes defines itself as "one of the leading logistics groups worldwide", and has about 40,000 employees in 1,200 locations in the world (Stinnes, n/d a ).
Figure 1
The core firms of the network For transportation logistics Stinnes AG purchased, in 1991, the Schenker group, a former subsidiary of Deutsche Bahn. Schenker was established in Vienna in 1872 in order to offer "house to house transport with one single forwarder". By the end of the 19th century it was a very international firm with branch offices in different European countries, and warehouses that operated as trade hubs. At the beginning of the 20th century, Schenker opened a branch office in USA, was using modern telecommunication technology and acquired interests in telegraph and shipping firms (Schenker, n/d a ; Schenker, n/d b ).
Today Schenkers activities comprise global integrated logistics systems and freight forwarding. The group has around 28,000 employees at 1,000 locations all over the world. Under the roof of the Schenker group three specialised business segments or divisions are active in their respective ma rkets: Air and Sea Freight, Logistics Systems, and European Land Transport (Stinnes, n/d b ; Schenker, n/d c ). The Air & Sea Freight division specialises in global freight-forwarding solutions by air and sea, as well as related services such as worldwide door-to-door delivery and integrated logistics services; Schenker International conducts the business in this segment. The division Logistics Systems is run by the Sche nker Logistics. This business segment is responsible for warehousing systems and associated supplementary services such as supply chain and warehouse management, complex warehouse systems and value added services.
The third specialised business segment, European Land Transport, was created in 1997 by the merger, and later by the acquisition, of the Swedish transportation and logistics group BTL AB, forming the firm Schenker-BTL (BTL, 1998d) . The Swedish Group BTL began its activities in 1891. The BTL group was, before the tie-up with Stinne's network, one of the largest transport and logistics groups in Scandinavia and in Europe. The BTL network had, by the time of the merger, significant operations in Asia, Australia, New Zealand and the USA. By 1997 BTL's network included 500 offices in 32 countries, the number of employees was about 11,000. (BTL, 1999a; Larsson, 1998 ). This Stinnes' division manages a logistics and transportation network in Europe that covers 30 European countries, and interconnects all major economic regions. Schenker-BTL offers a wide range of services such as Europe-wide distribution, express delivery and world-wide trade fair service and forwarding (BTL, 1999a, BTL, n/d a ; Schenker, n/d c ). Figure 1 summarises the core group of firms forming the network.
The glolocal strategy
During the 90's the market expansion of the network here under analysis was reached mainly via mergers and acquisitions of groups of firms. The acquisition of Schenker and later the merger and purchase of the BTL-group are examples of this strategy. For instance the purpose with the last mentioned acquisition was to create one company operating "within a common, Pan-European ne twork under the Sche nker-BTL name" (BTL, 1998d) . Within the European market other equitybased entry modes have been used. In order to grasp and consolidate new business segments in Italy, the division Sche nker European Land Transport and Castelletti -a formerly company of the BTL network -were integrated into Schenker Italiana S.p.A: "We will especially benefit from Castelletti's excellent position in the field of services for furniture, foodstuff, and flowers. It is our intention to expand our activities in this interesting market segment" (Sche nker, 2000a).
Another entry model has been used. This can be illustrated with the partnership between Sche nker and the freight-forwarding group of firms Masped Rt to cope with the Hungarian and former Soviet Union transport markets. The collaboration with this net was established in the field of European consolidated transport through the joint venture company Masped-Trias forming part of Schenker's European network (Schenker, 2000b ).
In the expansion of their activities, especially during the second half of the 90's, the network has used a glolocal or glocal (Svensson, 2001) approach. The firms' activities have been based on the ability to satisfy a wide range of customers' requirements on a national plane, by offering specific customised solutions and, at the same time, by providing standardised logistics and distribution services in large geographical regions.
For customised solutions within the European market the net had used its own subsidiaries. For example the Danish market is attended by the subsidiary Schenker-BTL (Schenker, n/d d ). This subsidiary is the owner of the transport firm Thermo Scandia International Transport and Spedition operating in the County of North Jutland, and which is at the same time the owner of Freeze on Wheels ApS, a specialised niche firm. Such firms operate as sub-suppliers offering tailored services to small and medium sized Danish transport and logistics service providers. Schenker also uses the services of relatively large, independent Danish firms to carry out special tasks without entering a formal partnership. This is the case of Arling Transport Af 1988 A/S, which almost once a year transports furniture for Schenker-BTL from Denmark to Germany. In this situation operations are tailored to fit specific customers' specifications.
Subsidiaries have also been used to customise the supply of logistics services and know-how on a national level. Schenker-BTL AB Sweden has been using its own subordinate companies such as Schenker Computer Logistics Competence AB and Schenker Logistics Village, to satisfy the Swedish market's needs in the areas of IT service logistics and third party logistics services (BTL, n/dc).
Figure 2 Example of the networked firms during the second half of the 90's. The glolocal strategy
One further step within customised logistics in national markets was taken at the end of 2000. The network proposed to integrate activities performed separately in the fields of transportation, air and sea freight and all associated logistics services. The organisational route used to reach this purpose was an intern merge of Schenker-BTL (Deutschland) AG and Schenker International Deutschland GmbH to form a single company: Schenker Deutschland AG. The idea behind the unification was to become "the largest provider of integrated logistics services on the German market…. especially when it comes to complex supply chain management projects" (Schenker, 2000d; Schenker 2002 ).
The strategy of the network aiming to offer standard and homogeneous distribution services in large markets such as the European market has encompassed the control of transport modes and infrastructure. The network recognised that goods have to reach the recipient within 24 hours, European roads have been more congested and firms must transport more goods but travel less. In order to cope with these constrains, Schenker has established its own European rail network. With this purpose two organisational models have been used. The first comprises the establishment of wholly owned firms. This is the case of the Scandinavian Rail Cargo (SRC) (BTL, 1999c) which is known today as Schenker Rail Cargo. SRC has maintained close co-operation, with the other firms and subsidiaries within the net (BTL, n/d b ). The other organisational vehicle used to grasp the standardisation within the glolocal strategy comprises a fifty-fifty joint venture with Deutsche Bahn AG to create a new firm: Railog. This company has initially as focal point Germany, the Scandinavian countries, Austria and Italy. It offers multimodal transportation and supplementary logistics services for key accounts all over Europe. Railog collaborates, among others, with SRC and Castelleti, fo rmerly a part of the BTL network. The company expects to enlarge its geographical range in the future by integrating other European railroad corporations (Stinnes, 2000) .
Outside of the European market the glolocal or glocal scheme has involved the establishment of own subsidiaries. This organisational model has been applied among other countries, in China, where the net has created a subsidiary to attend customers from the technology sector and automotive supplier industry. The network has also taken advantage of multiple independent transports and forwarding firms acting as agents in many countries. Last but not least joint ventures and bus iness partnership have also been used. As an example of this model outside of Europe we mention the collaborative arrangement between Schenker and PT Petrolog. Both groups of firms had been working in Indonesia for more than 20 years. In June 2000 Schenker acquired the majority of Petrologs shareholdings and created PT Schenker Petrolog Utama; in this way the arrangement between the two groups supports the glolocal strategy; they have "managed to find the ideal combination of the local know-how of the Petrolog Group and all the advantages of the global Schenker network … we have built up a team that knows exactly what customers in Indonesia and in the rest of the world want" (Schenker 2000c ). An example of the net of firms working within the glolocal strategy is depicted in figure 2 .
The global strategy
In the new millennium, the network has decided to move forwards. Without abandoning the glolocal approach, the group of firms is moving fast towards the globalisation. Though Svensson (2001:15) has recognised that "the global strategy approach to manage worldwide business activities appears to be a managerial utopia", the network of firms has decided to build a global strategy. Such global strategy is based on (1) the development of global logistics expertise and services, (2) the development of a global network distribution, in which a hub-and-spoke infrastructure plays a central role of interconnecting markets, and (3) the use of information and communication technologies (ICT) in order to interconnect all the firms within the net.
The emphasis on logistics is based to the evaluation of the future markets. According to Stinnes the greatest market potential lies on logistic services. The motto of the core firms of the ne twork is to be global logistics service providers (GLSPs). The development of customised solutions to global industrial operators, the development of complex logistics services for world markets, and of operating distribution facilities are among the strategies used by the network of firms to attend and compete successfully worldwide.
In order to develop complex custom-made solutions for different industrial firms the network has decided to reorganise their core-firms. Stinnes is fully focused on its logistics competencies. In addition the headquarters concentrate on global aspects. Schenker has also been reorganised, and is in charge of the development of new logistics products and services in order to meet customers' needs. Within this framework, the organisational arrangements used to reach this objective have been contracts with the industry, such as Hewlett Packard, and co-operative arrangements with traditional competitors. The agreement between Panalpina and Schenker to ensure the supply of products from Hewlett Packard's facilities in Asia to European wholesalers and retailers is an illustration of the occurrence of co-opetitive -i.e. collaborative and competitive -events within the global environment of the network.
The globalisation strategies of the network in the area of logistics have included joint ventures and alliances for the development of global logistics services both regional and worldwide. With a joint venture between Masped Rt and Schenker the two networks created a new firm, Masped-Schenker Air and Sea Forwarding Co. Ltd. The idea behind this company was to offer global logistics solutions in Eastern Europe (Schenker, 2000b) . This is also the case of the strategic alliance established in 1999 for integrated logistics and freight forwarding with the Japanese transportation group, Seino Transportation Co. Ltd, which owns 70 group companies: "This alliance enables both companies to provide integrated logistics services on a global basis … we will be able to offer more and even better service … especially in the field of global supply chain solutions within all important industrial centres in Asia, the Americas and Europe" (Stinnes, Schenker and Seino, 1999) . More recently Schenker and Seino established a joint venture, Schenker-Seino Logistics Co., Ltd., which offers services in global supply management (for example worldwide warehousing), Internet driven IT solutions and worldwide Track and Trace (Schenker, 2000e) . The globalisation strategy is also based on the creation of a distribution network based on a wholly owned hub-and-spoke infrastructure system for freight consolidation and transfer of the consolidated goods. Such infrastructure is called logistic centres. This strategy contributes to enlarging the ability of the network of firms under analysis to generate economies of scale and scope. The logistics centres and their logistics services have the function of interconnecting the markets of the net; therefore they can be considered as one of the backbones of the firms within the network. Most of the Stinnes' investments designed to improve the network have been done in the area of transport, specifically with the goal to build and expand the logistic centres within the net (Stinnes, 2001b) .
Such hubs-and-spoke systems are not new in the network. In fact, in 1994, and in order to cover Germany, Stinnes built its own central facility in Friedewald. In 1998 the firm extended the hubs system with the creation of two regional hubs, one in Hannover and one in Nuremberg: "Consignments which cannot be delivered directly from an economical point of view are collected at one of the three hubs, put together for each target region and then distributed to the systems branches throughout Germany ... Trips with half-empty trucks are now a thing of the past" (Stinnes n/d c ). Such hubs and services were tailored within a glolocal perspective.
In order to achieve the goal of globalisation, the network changed the concept of hubs. They are now called Integrated Logistics Centres (ILCs) and entailed the development of logistics services, which allow better customers' access to world markets, outsourcing of their non-core competencies and a worldwide distribution. All the logis tics centres perform freight transport by land, air and sea, logistics functions and value-added services, such as warehousing, quality control, order picking, labelling and packing.
The strategy goes to attend and connect large regions around the world instead of specific countries. The regions serve as hubs facilitating the worldwide distribution and global logistics services. One of Schenker's subsidiaries in Austria, Schenker-BTL AG, has invested in one Integrated Logistics Centre in Vienna, which is seen as a freight distribution hub for Eastern Europe (Schenker, 2000f) . In Prague, the Czech subsidiary Schenker-BTL spol sro., has a terminal to strengthen the Eastern European network (Schenker, 2000g) . In the same way, and in order to create its own logistics ne twork in the Baltic region, Schenker's national subsidiaries have built three logistics centres (Estonia, Latvia and Lithuania) (Schenker, 2000h) .
To cope with the Asian-Pacific region Schenker has a logistic centre in Singapore. Nokia, Polaroid, Lufthansa and Volkswagen/Audi have established alliances with companies of the network and use the value-added services of this hub to serve different markets "from Tahiti in the East to Pakistan in the West, from Korea in the North to New Zealand in the South" (Schenker, n/d e ).
In Rotterdam, one of the largest hubs in Europe and the most important European containerhandling centre, Schenker has built an ILC, which in addition to distribution and logistics services such as warehousing, cross-docking multimodal freight terminal with connections to road and rail networks and airport terminals, the ILC offers customs clearance, picking and packing, offices for the customers' employees and so on (Schenker, 1999; Schenker, 2000i) . The centre is defined as "one of the most important gateways in our global logistics network. For our overseas clients it is a gateway to Europe and for the global flow of goods it offers a flexible infrastructure for a multitude of logistics services" (Schenker, 2000i) .
The globalisation strategy includes the development of new information and communication technology solutions (ICT) in order to create a common platform able to interconnect all the firms within the network, and to facilitate the managing of all logistics services and information flows. In other words the main task is the web enabling of the activities and companies across the network. Therefore, this is the other backbone of the companies in the net. This interconnection of the net of firms demands new business models. An alliance between Stinnes and IBM was established to build the communication's web. In addition, the core firms have established co-operative agreements with more than a dozen of e-marketplaces -such as Inttra and Benelog, all linked to Schenker in order to offer logistics services to the entire network. An example of the networked firms within the global strategy is shown in figure 3 .
Last but no least the globalisation business model includes acquisitions. The core firms of the net expect to grow and strengthen their position as GLSPs in the world market by acquisitions in the higher margin logistics business sector, especially in USA and Europe.
Conclusions
The aim of this paper was to provide an insight into the dynamics of internationalisation and globalisation of freight forwarding and logistics firms. A case study was presented in order to illustrate the strategies and organisational models used to reach the goal of internationalisation and globalisation. The internationalisation of the firms under study must be seen in connection with large corporations spanning different countries, industries and services, among them distribution and l ogistics. The strategy of internationalisation and globalisation has been based on mergers and acquisitions of companies' groups, and on the development of internal networks of owned subsidiaries and firms. In addition external sets of connections -via joint ventures and alliances -with firms in different parts of the world has been forged.
The case shows that during the 90's one of the biggest steps taken by the LSPs under study to seize new markets took place with Stinnes' acquisition of the Schenker network and, some years later, with the purchase of the BTL network. The internationalisation strategies, especia lly during the second half of the decade, were based on a golocal model, in which the firms within the net offered tailored services in national markets and standard services in large geographical regions. The deve lopment of this strategy was not only supported by mergers and acquisitions, but by wholly owned subsidiaries. The subsidiaries (e.g. Schenker-BTL in Denmark, Sweden and China) were -and arefunctioning as centres or nodes for other internal and external networks created with diverse local firms, forming new horizontal webs of small and medium sized companies. In addition, business organisational models such as joint ve ntures and co-operation agreements -e.g. Deutsche Bahn and Petrolog -were also present.
With the new millennium a turning point can be observed. Although the glolocal strategy is still functioning, the network moves towards a global strategy, and the objective of the core firms within the net is to become GLSPs. The strategy points to offer complex global logistics services, to interconnect the world markets via a hub-and-spoke infrastructure and, finally, the scheme aims to int egrate the firms within the net and to facilitate their access to the logistics services by a common ICT platform.
In the global environment new business models characterised by co-operation and competition are emerging. Within this framework we can mention alliances with competitors -e.g. Panalpina's ne twork -to carry out distribution between regions; joint ventures with other LSPs (Seino and Masped) in order to develop new logistics services or markets; and co-operative agreements with high-tech firms -such as IBM, and with Internet portals or e-marketplaces -e.g. Inttra and Benelog. Although the new organisational models are gaining terrain, the "old" models based on wholly or partially owned assets continue to be of great importance, especially in the area of infrastructure (the Integrated Logistics Centres) to support complex global logistics services and the global flow of goods. Further future acquisitions in the logistic business sector are contemplated in the core firms' plans.
The case here analysed shows that there is not a unique organisational recipe to achieve the goal of being global. Different forms of business relationships had coexisted within the glolocal and global strategy. According to this result, it is possible to think that the selection between equity and nonequity business models does not depend exclusively on the strategy of the firms, as Harzing (2002) has postulated. The choice of business model seems to be more associated with core issues such as markets and competencies, at least within the networked organisation here analysed.
In fact our case study suggests that the reinforcement of core markets (e.g. the European market) and core competencies (e.g. distribution and logistics) has been achieved via equity assets. Ho wever, in the process of gathering new competencies, or in the process of looking forward to develop future potential core business issues, other organisational modes such as alliances or joint ve ntures seem to have been preferred. Further research aiming to test the connection between organisational business models and core business issues for the firms is necessary.
The case study has also shown that networks of LSPs' based on "traditional" models of equity owned assets are excellent vehicles to reach the goal of being global; this result differs from Ludvigsen's (2000) suggestion. Therefore, one of the problems is to analyse the organisational factors that play a role in the success of the internationalisation and globalisation of a network. A possible explanation can rest on how the firms within a network are managed.
In the network under analysis the governance structure is based on the central role performed by core firms positioned in the apex of the organisation. Such core firms -e.g Stinnes and Schenkerare total suppliers able to cope with new customer demands, new products and l ogistics services. The network structure can be characterised as polycentric, in which the divisions, subsidiaries and the independent firms are part of the parent concern's network and, at the same time, they have their own net with other business in local and regional markets. In general the activities of the firms within the network are decentrally managed; the companies within the net have some freedom, and they can develop their own businesses. However, and according to Stinnes (Stinnes, n/d a ) the firms within the network have a common code of performance; in addition a financial and logistics activities co-ordination, and a corporate strategy act like a framework within the subsidiaries must carry out its business. In our opinion this management form foster a successful transit from being glolocal to being global.
Many lessons can be learned from Stinnes' network. First, in the new millennium, and when deciding which kind of organisational routes can be used to globalise, the international logistics managers must consider the firm's core business issues like core competencies. Such core issues appear to be essential in dictating the organisational paths or models to be implemented in the worldwide arena. Second, in a global and co-opetitive environment, and especially within the freight forwarding and logistics service providers, the creation of a network of firms seems to be one of the best ways to reach the world markets and to offer global services. Third, the process of managing the network is crucial to the global enterprise. Decentralisation and coordination of the financial and core business activities are in our opinion, key issues.
